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and severally liable “or the acts and practices of the other
defendants involved in the business enterprise. The
aforementioned acts and practices of defendants USACS, TWS,
Bayne, and Havil thus violate Section 5(a) of the FTC Act, 15
U.s.C. § 45(a).

CONSUMER INJURY

22. Consumers have in fact been injured by defendants’
violations of Section 5(a) of the FTC Act. As a result of
defendants’ deceptive acts or practices, it is highly likely that
consumers will lose all or part of their investments.

THIS COURT'’S POWER TO GRANT RELIEF

23. Section 13(o) of the FTC Act empowers this Court to
grant injunctive reli=sf to prevent and remedy violations of the
FTC Act and, in the exercise of its equitable jurisdiction, to
award redress to remedy injury to consumers, to order
disgorgement of monies obtained through defendants’ unlawful acts
or practices, and to issue other ancillary equitable relief.

PRAYER FOR RELIEF
WHEREFORE, Plaintiff requests that this Court:

(1) Enjoin defendants permanently, preliminarily, and
temporarily, from viclating Section 5(a) of the FTC Act in
connection with the advertising, offering for sale, or other
promotion of services and investments in paging or other FCC
licenses, or any other services and investments, or assisting in
the making of deceptive written or oral statements similar to
those alleged herein;

(2) Award such relief as the Court finds necessary to
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redress injury to consumers resulting from defendants’ violations
of Section 5(a) of the FTC Act, including but not limited to,
rescission of contraci::s or refund of money, and disgorgement of
unlawfully obtained monies;

(3) Award plain-iff the cost of bringing this action as
well as such other and additional equitable relief as the Court

may determine to be jist and proper.

ERIC J. BASH

GREGG SHAPIRO

Federal Trade Commission
6th St. & Penn. Ave., NW
Room 200

Washington, DC 20580

(202) 326-2892 (E. Bash)
(202) 326-3549 (G. Shapiro)

Date: F&Mq \\C(OHO ,‘2/
e

MONICA E. TAIT

Federal Trade Commission
11000 Wilshire BRlvd.
Suite 13209

Los Angeles, CA 90024
{310) 235-7890

Attorneys for Plaintiff
FEDERAL TRADE COMMISSION
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1. My name is GNjjj I am over eighteen years old

and am a citizen of -he United States. I currently reside in
Butte, Montana.

2. For the past year and a half I have been dealing with a
gentleman named Lee Jayer in connection with applying for
iicenses issued by the Federal Communications Commission (“FCC").
These licenses are f>r paging and Specialized Mobile Radio
{“SMR") frequencies.

3. Most recently Mr. Dayer has been working for a company
called Bell Connections (“Bell”). He has told me that he is a
manager at Bell. Whenever I call the number Mr. Dayer gave me to
contact him (800-71C-6869), the receptionist identifies the
company as “Bell Connections.” Previously, at the same telephone
number provided by VMr. Dayer, the company was identified as
Discount Filing Services (“DFS”).

4. Before working at Bell and DFS, Mr. Dayer was involved
with a company called United Consulting Services (“*UCS”). Mr.
Dayer told me that UCS was his company. I understood that to
mean he owned UCS.

5. Mr. Dayer solicited me to invest approximately $14,000
for applications for SMR licenses. On March 10, 1994, and March

1
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16, 1994, I wrote two checks to UCS, one ZIor $6,500.00 and the
other for $5,825.00. I sent these :checks to Mr. Dayer in Los
Angeles, California, .n order to file applilications for a total of
11 SMR l:icenses. The checks are endorsed by Mr. Dayer. Copies
of the checks are attached as Attachments A and B.

6. More than si1x months passed and I had not received the
SMR licenses. Mr. Daver, who was then working for DFS, told me
that since I had not received any SMR licenses and that the SMR
application process was frozen, he would £ile applications for
six paging licenses on my behalf. He told me that the paging
licenses were better anyway, and that I would get them much
quicker than the SMR licenses. He sent me some literature about
paging licenses. A copy of this literature is attached as
Attachment C.

7. Mr. Dayer told me that investing in paging licenses
would yield me a very good return. He said that he would also
file for licenses and that we were both going to be rich. He
said that large pagirg companies would buy my licenses for
$20,000 to $60,000 each. He also said that I could lease each of
my licenses to paginc companies and get $.50 to $1.00 per

customer per month, with the expectation of 20,000 customers.

EXHIB 1T 2
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8. Mr. Dayer also tecld me that if I leased my licenses,
the companies who leased it would sign long term business
management agreements and would construct the paging systems for
me. I knew that I was required by the FCC to construct systems
within one year, or lose the licenses.

9. He further told me that I would not have to invest any
more money, except $35 for each application. From speaking with
Mr. Dayer, I believed there was no risk in getting the license
and making a profit cn my investment.

10. I trusted Mr. Dayer. We had spoken many, many times
for hours on the phore, both at his office and his home. I even
spoke with his wife several times. Mr. Dayer told me that he was
a Christian and that he prays for me. He acted as if we were
close friends.

11. The applications I signed were for paging licenses.
Between February and May 1995 I received notifications from the
FCC that I had been granted six paging licenses. These licenses
were for the following cities and bands: Atlanta - 464.025 MHzZ;
Chicago - 463.625 MHz; Tallahassee - 929.1625 MHz; Green Bay -
929.4625 Mhz; South Rend, Indiana - 929.0625 MHz; and Jackson,
Mississippi - 929.1625 MHz. I was very excited about receiving

the licenses.

EXHIBIT 2



12. In April 1¢95, I received a letter from Bell
Connections, signed Yy a J. Justus, as president of Bell. This
letter asked if I warted to receive a “compiimentary referral
service to assist in the placement” of my licenses. I signed the
bottom of the letter and sent it back. I have heard nothing from
Bell about this placement service. A copy of the letter is
attached as Attachment D.

13. In about September 1995, I began calling paging
companies in the markets for which I had won licenses. I called
about ten companies, including SkyTel, MetroPage, and Air Touch,
and spoke with representatives of each. Every representative I
spoke with said the same thing -- that their companies were not
interested in my license(s). They said that if they wanted a
shared license, they would apply for those license themselves.
They practically laughed at me. I did not réalize until I spoke
with the paging company representatives that I owned shared
licenses.

14. After my conversations with the paging company
representatives, I was very upset and tried to call Mr. Dayer. I
called many times in the last few months, but he would not take
my calls. He has never called me back. I have been trying to
reach him since June 1995, probably over a hundred times. I have

4 EXHIBIT 2
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not been successful. He even had his home phone disconnected.
When I call the numbe: for Bell Connections, the receptionist
dutifully tells me that Mr. Dayer is in a meeting or otherwise
unavailable, but that he would call me back. For six months he
hasn’t.

15. I have spoken with a Michael Berman, who claimed to be
the customer service idvisor for Bell. All Mr. Berman would tell
me was that he would :ry to do something about my licenses.

16. On November 20, 1995, I called Mr. Berman. He told me
that there has been n> activity on his paging licenses. He was
exploring the possibility of acquiring stock options from a big
paging company for one or more of his licenses. Mr. Berman told
me that the first quarter of 1996 looks good, with a much better
chance of buyouts for license holders. I hope so, since two of
my licenses (for Atlanta and Chicago) will expire in February

1996.

I declare under penalty of perjury that the foregoing is

true and correct.

pated: Qoo FZX 1995

EXHIBIT 2
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Discount Filing Services

BANK WIRE INSTRUCTIONS

Bank of America
5959 Canoga Avenue
Woodland Hills, CA 91367
Tel. # (818) 994-8200

Branch: 1201

Account#: 12015-02282

ABA: 1210-00358

Account Name: Discount Filing Services, Inc

Attachment C
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Communication
Opportunities

On
The
Move

More than ever, America is a nation on the move.
The need for instant and accurate communication
is essential. In our fast-paced, mobile society,
keeping in touch for business and personal needs
is no longer a luxury, but a necessity.

Today's telecommunication innovations have signif-
icantly broken down the barriers of distance and
time, yet none have experienced the explosive
growth of the muiti-billion dollar paging industry. In
the last two years alone, the number of people
using pagers has skyrocketed from 8 million to 12
million, a dramatic increase. The paging industry
predicts that by the year 2000, there wil be over 50
million pagers in use. Large segments of the
American market remain unserved anc the ever
growing need for inexpensive, portable communi-
cation 1s virtually untimited.

Paging industry surveys indicate that the major
growth in pager sales will be derived from three pri-
mary markets: small businesses, professionals,
and the general consumer. The goat of the paging
licensee is to become a participant in the billion
dollar telecommunications industry.

-
-

.l o T N P s ambk £y

- R e e e

SWATCH PIEPSER - THE WORLD'S FIRST WRISTWATCH I.’AGER

ACTUAL THINNESS

\X/halt
S
Paging?

A pager is a low-cost mobile communication
device. Unlike the mobile phone, the pager is a
one-way, or simplex communication tool. The pager
can be categorized as a “wireless personai
answering machine.”

Paging is a means of transmitting alphanumeric
(numbers & letters) data or information from one
person to another. This is accomplished by utilizing
a normai everyday telephone as a transmission
source and a pager as the receiver.

With new technology now available, voice mes-
sages can now be received, stored and heard on
the pagers of today. Now, everyone can have their
own “Personal, Portable, Wireless Answering
Machine, or E-Mail.”

EXRIBIT 2
12
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=The
Pagin
Marke

The paging market has been growing since the
introduction of the pager into American Society.
The industry’s largest companies are competing
fiercely for precious market-share as the paging
market grows dramatically. In fact, PageNet's sub-
scriber base has grown at a rate of aimost 40%
over the last two years. PageNet, one o' the largest
paging companies, started at ground zero by
apptying for an FCC license.

Paging inaustry revenues have continued to grow
since the introduction of the alphanumeric pager.
According to Economic and Management
Consuitants International, Inc. (EMCI), paging
industry revenues have grown steadily ‘rom 1.332
billion dollars in 1988 to over 2.5 billion dollars in
1993.

Pagers have experienced double digit growth in
recent years. 1.9 million pagers were added to the
installed base in 1991, bringing the total to 11.8
million units in operation (an average increase of
more than 5,200 new paging subscribers per day).
According to Telocator, an industry association,
there were 14 million pagers in service in 1992, up
17.6% from 1991.

ECMI believes growth will remain robust in the
future, projecting more than 20 million nagers in
use by "996.

“In 1992-1993 the ‘alphanumeric’ pager is expect-
ed to become the second largest segment of the
pager market and continue to grow in overall mar-
ket share. Interestingly enough, the highest rev-
enues on a per-pager basis are generated by the
‘alphanumeric’ pager ranging from $27 to $29 per
month, per pager over the past severai years. This
campares with the standard digital display pager's
revenue of $7 to $10 per month. In conclusion,
EMCI projects continued strong growth in the num-
ber of pagers in service and total service revenues
for the paging industry. Digitat display paging will
maintain its dominance of the paging marketplace,
with ‘alphanumeric’ becoming the second most
popular service.”

“The average revenue per pager should stapilize in
the near future at approximately $14.00 to $14.50
per pager. cer month”

PAGERS IN USE

40.000.008 r

30.000.000

b

20.000.000

10.000.000 -

=The
:Communication
Gap

As pagers become increasingly utilized and in con-
stant demand by business and consumers alike,
you. the LICENSEE, will be given the unique
opportunity to capitalize on this explosive market.
Literally speaking, entire segments of the popula-
tion in your coverage area will consider paging as a
means to easily and con-veniently service their
communication needs.

*Quoted from EMCI Communications Consultants: “The State of the -
U.S. Paging inoustry : 1993 EXHIBIT 2
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PAGING ~ PROJECTED MARKET
PENETRATION (%) BY GROUP

Paqgin
Custc?megr

Due to witespread and mass appeal, pagers have
become recognized as the universal communica-
tion device Their affordability, ease of operation.
portapility, ana wide choice of service options,
make them 'he preferred choice of today 3
American consumer.

Pager services are used by virtually everyone, from
students tc professionals, housewives to business
people. factory workers to civil servants.. anyone
who is on the go and needs to stay in touch.

As a paging licensee, your license wiil accommo-
date a full range of pager models and styles. as
well as a wide variety of service options, covering
needs from the most basic to the latest ir techno-
logical equipment available today. in addition. as a
private paging licensee. you will have the full and
unrestricted capability to provide a variety of prod-
ucts in the paging category. This will represent a
significant ana highly lucrative segment ¢ f your
overall tusiress.

¥
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.Our
Fees

For private carrier paging
application services

The paging application preparation is actually the
compilation of an exacting government

document. This document not only includes the
actual FCC application itseif but any exhibits that
are required to accompany it. We at DFSI, have
the experience, technology, and resources to pre-
pare an acceptable FCC paging license applica-
tion

Our fee includes everything to prepare «n FCC
apptication in good order, as well as all engineer-
ing, frequency coordination, marketing and demo-
graphic studies.

In addition to a sincere desire to be in the

paging business, the Federal Communications
Commission requires that you must be at least 18
years of age.
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4‘ The
Risk

For private carrier paging
application services

The DFSI, preparation fee covers all expenses
necessary to file your application(s), in good order
with the FCC (including the FCC required filing
fees).

Since the Licenses are awarded on a “first come,
first serve” basis, there is a possibility that you may
not be granted the License area for which you
apptied.

Once a paging License is granted.
significant capital may be required to
finance the construction and operation
of the system.

Alternatively, the license holder may contract with a
Systems Operator in order to develop the system.
Final responsibility for these decisions must remain
with the license holder.

Although there have been exceptions, the FCC
may revoke a License that is not operational within
eight (8) months after the License is issued.

DFSI, makes no guarantees or assurances that
a paging system will be successful in any specific
market area. License application filings may have
limited availability of certain market areas and fre-
quencies.

Until the entire paging system for a particular area
is operational, the license holder cannot expect
income to be generated. The decisions on the sale,
lease, construction and operation of a particular
license are solely at the discretion of the license
holder.

EXHIBIT 2
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The
Reward

Monthiy Recurring Revenue §225.000
Operating Expense Current
Expense °~ Revenue
Salaries $86.625 38.50% In order to see how paging can be profitable to the
Generat & Admintsiration $22.500 10.00% licensee. icok at how paging companies are val-
Engineenng & Facilines $25.875 11.50% ued.
Cost of Goods Sold $10.125 4.50%
Adverus: . R "
Bilng $i282 S The first methed is to calculate a “value per pager.
Travel & Enteramment $2.250 | 00% which is the dollar amount that each pager in Ser-
Bad Debt $7.425 3.30% vice represents. The table below illustrates this
method. This table shows an estimated average of
Totai Monthly Operating Expense  $168.750 the value per pager of the companies listed as
Operaung Cash Flow $58.250 being $399.00 per pager.
OCF 88.4% of Revenue 35.00% Another method for evaluating a paging company
is to use the "Operating Cash Fiow" (OCF) method.
This method is very simple: you muitiply the month-
) ly “OCF™ by 12 to determine the yearly “OCF"; then
Estimaied Company Value muitiply by 7 and this gives you a fair estimate of
(Using 7x Multiple Of Cash Flow) . Y X .
the company'’s sale value. This method is aiso
Monthiy OCF x 12 $58.230 shown in the chart to the right for a company with
$225.,000 monthly recurring revenue. (To arrive at a
Anaual OCF x 7 $673,000 per pager value, divide the company's sale price by
) number of pagers in service.
Estimated Compuny Value $4,725.000 the pag se )
VALUE PER PAGER
Shares Market Net Implied (2)
Pagers in Price 52 Weeks Outst. Cup- Debt Latest i2 M. ($ mil.) Cash Flow Value Per
Paging Companies (| Service Ticker 1mmn?  H L (ML) dMita (SMID Rev. Op.inc. OF Murgin  Share Multipie Pager
Arch Somm. 160.134 | APGR 700 12 Ty T 9.8 8.7 352 227 98 1% $1.38 30x 91
Crico Comm 3, 101,022 | CPAG 14.00 NM 6 58 hR Y.} 19.0 0.8 49 26% 19l 12.7x 1.t )
Diat Puge 191452 | DPGE 11.00 NM 6.6 722 91.4 494 -1.8 18.6 J8% 283 58x 358
Mobiic Telecomm, 239,100 | MTEL 12,28 14 8|36 399.2 408 108.6 32 98 9% 0.10 NM N
Page Amenca 235.000 PGG 478 9 41 28 18.0 65.6 331 27 10.7 2% 283 78x 156
Paging Network 1.853.915 | PAGE 25.00 26 16} 33.5 837.8 216.5 2025 19.3 722 6% 216 46x 569
ProNet 123.000 | PNET 700 9 6 ) 41 288 39 3.8 19 59 12% 1.46 55x 263
Unigd Stutes Paging 54,800 } USPC 350 NM 37 13.1 41 129 0.8 32 5% 0.88 55x 7
Avg o Didl & Cricoy 444008 992 14.1 244 599 | 68S '\ X2 186 | 7% | stso 83z $399
(1) Duta 15 us i1 Seprember 30. 1992, except for Arch Communiceuons (M31M2), Dial Puge. and Crico Commumcations tJune 30, 1992).
2) Represemis market capuralization plus net debr. divided by the sumber of pagers in service. Average does not include Crico and Dial Puge.
141 Current price represenis midpoint of proposed PO pricing ruiige on Crico's September 16, 1992 5-1 filine.
EXHIBIT 2
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T.day
&
The Future

t has ceen lustrated how large the paging market
is prejected to grow, the biilions of dollars that are
10 be made n the coming years, and ever which
types of pagers are going to grow in mark.et share
and aominate the largest portion of the market.
The cnly question left to answer is, “Whicn seg-

ments o the population are going to use ill these
paging devices?”

f—

The easiest and most effective way to answer this
question i1s with a picture. The following i< a graph-
constructed from data compiled by “Frost &
Suilivan’ an independent market researcn and
anatyst group that performs this type of v.ork.

The iatest trend in computer technology s to com-
bine the messaging capability of pagers with
portable computers and mobile phones providing a
truly mobile office of tomorrow.

1993 has seen the advent of the personai data
assistant, the laptop computer which transmits data
over paging frequencies. Even newer products will
be able to handle compressed video transmission
sent from personal computers to hand-heid person-
al communicators.

| POTENTI#  VENUE @ $.50 PER PAGERMONTH'
‘, §12000

mMCzZm<m®® r»CZZ>»

1,400 1600 1800 2,000
SUBSCRIBERS |

Dollars
and
Sense

The value of a paging license depends on a num-
ber of factors, the most important of which are:

» The population and demographics of
an area.

* The revenues received from
subscribers.

 The capacity of a system/range of
spectrum licensed.

» Competition in the marketpiace.

@  AVERAGE MONTHLY REVENUE PER RENTAL PAGER, 1992, BY FIRM SIZE
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INDUSTRY FOCUS

Moble Radio Companies Heed Call of Cellular Market

Digiral Networks Can Offer Services Geared to the ‘Mobile Work Force’

By GAUTAM NaIK

:ff Reporter of THE WaLL STREET JOURNAL

As If the wiretess wars weren't fevensh
ugh. an uniikely breed of players is
1rIng up to give the $9 billion celiular
.ustry a run for 1ts money in some of the
gest urban markels.

The upstarts are specialized mobile
10 companies — providers of radio dis-
=h services for plumbers, truckers and
i cabs. [n the past few months. their
-e-obscure and static-filled radio fre-
:ncles have become remarkably vajua-

Spurred by the relaxation of certain
eral rutes. these firms are converung

'r antiquated “analog” technology to
re powerful “"digital’”’ systems. In time.
s will allow a host of firms to branch out
T dispatch services into cetlular-like
ne and data services.

‘There's a big ship called celiular
wing through,'" declares Alan Shark,
sident of Amenican Mobile Telecommu-
ations Association, '‘but its wake has
t gotten a iot larger.”

Dispatch carriers have been gobbling
mom-and-pop mobile radio companies.
umber have gone public, and the parue:
riy aggressive Nextel Communications
.. formerty Fleet Call Inc.. has raised
r a billion dollars from several large
rpantes and public investors. [n the
i 12 months. Nextel's stock has in-
1sed fourfold to almost $40 a share.
~geting the Moblle Work Force
“fobile radio firms hope to carve a
e by offering votce. paging and dis-
‘N services on 2 single handset. These
1ces. offered on digital networks, will
‘hem pursue the most lucrative end of

market: the so-cailed mobile work

e. including couners. reail estate
tS and traveling executives.

The window of opportunity 1s the next

months.'’ asserts Jeffrey Huitman.
:{ executive of Dial Page inc., a paging
pany that recently took the piunge into
‘tle radio. By that time. he says. the
erat Communications Commission
.id likely have handed out most avail-

» digntat frequencies for dispateh.
1MONE mooite radio firms. no one is

ng faster than Nextel, The Ruther-
. N.J.. cpmpany recently activated its
digital network in Southern Califor-
and plans to expand its services in
-est of the state by early next year.
‘extel’s head start owes much to ils
rman (and former FCC lawyer). Mmor-
Y Bnian. who had the 1dea of providing
.lar service on the dispatch radio spec-

i Nexiel Commusicaiions - Has startad
OPOEUONS I LOS ANQSIsS: $xpects 10
achivets systems i San FranCisco m earty
1994.-

1 ConCali Communications - Has licenses to
ntrooucs systems i Pacific Northwest ang
Rocky Mountain-Midwest regions.

8 Dial Page - Plans to activats first system n
md-1994; will set up addrtionas operanons
in o0t Southazsiam siates.

I Mateveds - is awatinyg FCC approvais for
SOmS markeis.

- Americsa Mebiie Systams - Naxtsl plans to
Huy 8 mejonty stake n RS Company in early

Competing in the Digitai Mobile Radio industry

1994: American Mobile ts awaiiting FCC :Afvansed MahieComm/Ouastas - The -
pprovel to o oighat " Soms’ joint venture will provids sarvice in
B'Powerfone - Expacts (0 set up first digital Portand, Qra:. Sease. Sak Laks Cy.
. sywmm in Detroit in easty 1995, and N Ms:nommusmmm:
" oventily cover the Midwest. 5 weandahatyesx: 0 e
R Costek iadustrive- Uses israsil datenss mmmmum
mwm‘:wahm - Wil bperm in Miard, £L. mwn .
Frft tonamession sution o be sstup inthe | POWOchbylae 1994 . - T
1994 37d quartar; sarvics in antire Northeast W:Pitioneriefl Convmosisations - mmm
by iats 1965.. . operations in £l Paso, Texas, in mid-1994. -
]

Profected digital subscribar units
in service, in mitlions
8

-

~

0 0.0
1988 94 95 %8 97 92 99
Source: Mobvie T ASsOCROON

trum. After a buying spree. Nextel owned
licenses from over 100 mobhtle radio opera-
tors. Nextel also got Motoroia Inc. to
design the digital hanasets.

But many dispatch operators, fearing
they'd have to spend smail fortunes to
match Nextel's digital service in their
areas. initially opposed the company.
Chuck Wells of Mobile UHF Inc.. called
Nextei's expansion ‘'monstrous.”” Others
lobbied the FCC to biock the company's
plans. And at an industry meeting, Brian
MeAuley, Nextel's president. angered coi-
leagues when he described dispatch firms
as “dinosaurs’’ and urged them to improve
their technology.

Nextel eventually placated other dis-
patch firms by agreeing not to place its
digital sites too close to theirs. Industry
opposition finally died down once other
dispatch carriers decxded to go digital
themseives.

Convineing the FCC

Nexte! faced a more daunting hurdle:
How to persuade the FCC 1o waive certain
rules which effectively blocked its plan to
go digital. Although the FCC wanted to
encourage competition among the cellular

empires. most frequencies in the cellular
portion of the spectrum had already been
distributed. Nextel's scheme seemed a
clever way around the probiem.

{t proved an uphill task, however. Celly-
lar operators. incjuding the Baby Belis and
GTE Corp.. ‘'unieashed alil their lobbying
power” at the FCC in an attempt to
prevent Nextel from receiving regulatory
waivers, according 10 a person familiar
with the situation. A lot of late night
battles followed."

At one point. when Democratic Sen.
Ernest F. Hollings of South Carolina
pressed the FCC o block Nextel's plan, it
seemed the company's progress would be
severely delayed. But Nextel had an ace up
its sleeve: it won the crucial backing of
powerful —i{ unlikely —gilies: severai ma-
jor TV networks.

The broadcast companies had their
reasons f{or supporting Nextel. Antici-
pating the day when they couid offer
high-definition (elevision. the networks
wanted to own certain ultra-high-fre-
quency channeis not yet distributed by the
FOC. But if the waivers were denied to
Nextei. the FCC. in its effort to spur
ceflular competition. might offer these

channeis for wireiess services — which
woutld be a blow to the networks’ plans.

The lobbying power of the networks
“undercut a lot of the value” of the
senator’s opposition to Nextel, the persor.
familiar with the situation said. Eventu
ally, in February 1991, Nextei received the
waivers. ''There were 250 lawyers oppos-
ing us. including two ex-FCC chairmen.’
boasts Mr. McAuley. ‘‘But we knew what
the rujes were."’

The field is now brimming with players.
CenCall Communications Corp., Denver
plans to offer digitat services in severa:
states. “We're not looking to overtake
cellular carriers,”” says Steve Schovee.
chief executive. ‘‘We're just looking for ¢
share of the market."

Despite their momentum. companies
{ace a number of cbstacies. Mobile radio
handsets are likely (0 be more expensive
than celiuiar phones: such firms must
raise billions to build expensive transms-
sion towers to {ink the country: and they
will have to compete with entrenched
cellular firms who also plan 10 offer
various services on a singie handset.

“Marketing is going 10 be the biggest
challenge,” says Susan Passoni. analyst
at Cowen & Co. As with cellular firms, at
will cost dispatch carrers a steep $600 to
$700 in marketing expenses to successfuily
woo each subscriber, she says.

The dispateh industry is also far {rom
providing 8 '‘seamiess’’ network coast-to-
coast, although leading firms are putting
together a consortium which wil ailow
them to handle each other's calls ana
permit national roaming.

Stil), “for the first time, dispatch is
crossing over from blue coilar subscribers
like taxi cabs to white collar users fike reat
estate agents,” says Mark Hull, vice pres-
ident of American Mobile Systems Inc..
Woodiand Hills, Calif. The Cellular Tele-
communications [ndustry Association.
once opposed, recently said it will accept
Nextel and others as members.

Bigger piayers are also hungry for a
siice of the pie. Motoroia, the largest
operator of mobile radio, is awaiting FCC
permission (o go digital in some markets.
And the Baby Bells and GTE. currently
barred {rom providing dispatch services.
are aggressively lobdbying the commission
to revamp its rules. “'Most people in the
industry would agree it's probably an
inevitability”’ that local phone companies
will eventually enter the dispatch markets.
says Debra B. Wayne, senior editor of the
Land Mobile Radio News newsietter.
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A TODAY'S MARKET

By James Kim
USA TODAY

The wireless telephone
boom has Motorola’s eamnings
— and stock — blasting off.

Late Monday, the wireless
communications and micro-
chip company announced
earmings of 86 cents per share
for the fourth quarter. That
was 21% higher than Wall
Street’s consensus estimate of
71 cents. And 48% higher than
eamnings of 58 cents a share a
year earller. Investors pushed
the stock up 27 to $613,.

“If this were a small compa-
ny, beating the estimates by
such a jarge margin might not
be significant,” says Robert
Maire, analyst ai Morgan Stan-
ley. “For a company of Motoro-
la’s size, it's quite significant.”

Analysts across Wall Stree}
boosted their earnings esti-
mates for 1995. Typical of the
moves, Marc Cabi, analyst at
Cowen & Co., pushed his esti-

SCOREBQARD

A DAILY LOOK AT A COMPANY, INDUSTRY OR MARKET TREND

mated 1995 pershare earnings
up to $3.20 from $2.95.

A big surprise. Molorola’s
rise in profit margins. Net prof-
it margins — net income as a
percentage of revenue — rose
to 8% from 68%. That
stemmed in part from cost cut-
ting and lower-than-expected
depreciation costs. It also un-
derscores just how big a money
maker the wireless phone in-
dustry is in general.

Phone companies around
the world are furiously setting
up wireless phone networks. In
Washington, the federal gov-
emment is auctioning licenses
that allow companies to build
wireless networks to offer per-
sonal communication services,
a new kind of wireless service.

Motorola benefits two ways.
It's the leading supplier of
equipment 1o set up networks,

owning 30% of that market
woridwide. ]t also sells wire-
less producis such as phones
and pagers that consumers use,
owning roughly 40% of that
market. Revenue from wire-
less communications surged
64% in 1994, and accounted for
63% of 1994 revenue.

Motorola also benefited
from strong sales in its micro-
chip business. Among other
products, it makes the
PowerPC, a prime competitor
for Intel's Pentium chip. Mo-
torola’s chip sales rose 22% in
1994, and accounted for 31% of
total revenue.

Analysis expect earnings lo
power even higher, about 25%
8 year the next three to five
years.

So money managers and an-
alysts are bullish on the stock,
which is up 47% since hitting a

USA TODAY - WEDNESDAY, JANUARY 11, 1995 - 38
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52-week low in April.

That raises the question: Is it
now fairly valued? Technology
stocks have been hot the past
year, and some analysts think
the entire group is due for a
correction. But for now, ana-
lysts think Motorola will zoom.
“The stock is undervalued,”
says Tony Langham, analyst at
NatWest Securities.

Motorola trades at 19 times
its estimated 1995 earnings.
The Standard & Poor’s 500 in-
dex, meanwhile, trades at 13.7
times '95 estimates. Bul be-
cause of the company's growth
potential, Cabi says, the compa-
ny deserves to trade at a higher
multiple, up 1o 25 times 1995
earpings per share. That's
about $80 over the nexi year.
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INDUSTRY FOCUS

Mobile Radio Companies Heed Call of Cellular Market

Digital Networks Can ()ffer Services Geared to the ‘Mobile Work Force’

By GauTaM Nalx
Staff Reporter 0f THE WaLL STREET JOURNAL

As if the wireiess wars weren't fevenish
nough, an unitkely breed of players 1s
2arng up to give the $9 billion ceflular
~dustry a run for its money in some of the
iggest urban markets.

The upstarts are specialized mobile
2dio companies — providers of radio dis-
itch services for plumbers, truckers and
1x1 cabs. In the past few months. their
nce-obscure and static-filled radio fre-
Jencies have become remarkably valua-
‘e. Spurred by the relaxation of certain
»deral rufes. these {irms are converting
1eir antiquated “anatog’’ technology to
2ore powerful “‘digital” systems. [n time,
Tts wiit allow a host of firms to branch out
-om dispatch services into ceilular-like
none and data services.

“There's a big ship called cellular
towing through,” declares Alan Shark.
-resident of American Mobile Telecommu-
neations Association. “'but its wake has
ust gotten a lot larger.”

Dispatch carniers have been gobbling
:p mom-and-pop mobile radio companies,
. number have gone public. and the partic-
Jarly aggressive Nextel Communications
nc.. formerly Fleet Call Inc., has raised
ver 2 billion dotlars from severat large
ompanies and public investors. In the
st 12 months. Nextel's stock has in-
~eased fourfoid to almost $40 a share.

"argeting the Mobile Work Force

Mobile radio f{irms hope to carve &
:che by offenng voice, paging and dis-
itch services on a single handset. These
srvices, offered on digital networks. will
-t them pursue the most lucrative end of
<e market: the so-called mobile work
sree. including couners, reail estate
zZents and traveling executives.

‘The window of opportuntty is the next
X months. ' asserts Jeffrey Hultman,
nief executive of Dlal Page inc.. 2 paging
ampany that recently took the plunge into
“obile radio. By that time, he says. the
‘ederal Communications Commission
-ould likely have handed out most avail-

ale digital frequencies for dispatch.
Among mooue radio {irms. no one is

~oving faster than Nextei. The Ruther-
:rd, N.J.. fompany recentty activated its
rst digital network in Southern Califor-
:a. and plans to expand its services in
~e rest of the state by earty next year.
Nextei's head start owes much to its
natrman {(and former FCC lawyer!. Mor-

1n O'Brian. who had the 1dea of providing
>{lular service on the dispaich radio spec-
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trum. After a buying spree. Nextei owned
licenses from over !00 mobiie radio opera-
tors. Nextel also got Motorola Inc. to
design the digital handsets.

But many dispatch operators. fearing
they'd have to spend small fortunes to
match Nextei's digital service in their
areas. initially opposed the company.
Chuck Wells of Mobile UHF Inc., called
Nextei's expansior: ‘monstrous.” Others
lobbied the FCC tu block the company's
plans. And at an industry meeting, Brian
McAuiey, Nextel's president. angered cot-
leagues when he described dispatch firms
as “dinosaurs’’ and urged them to improve
their technology.

Nextel eventuaily placated other dis-
patch firms by agreeing not to place its
digital sites too ciose to theirs. Industry
opposition finailly died down once other
dispatch carriers decided to go digital
themselves.

Convincing the i CC

Nextel faced a more daunting hurdle:
How to persuade (ne FCC to waive certain
rules which effect:vely blocked its pian to
g0 digital. Although the FCC wanted to
encourage competition among the cellular

empires. most frequencies in the celluiar
portion of the spectrum had already been
distributed. Nextel's scheme seemed a
clever way around the problem.

It proved an uptuii task. however. Cellu-
lar operators. including the Baby Bells and
GTE Corp.. “‘unieashed all their lobbying
power’ at the FCC in an attempt to
prevent Nextel {rom receiving reguiatory
waivers. aceording to a person familiar
with the situation. A lot of late night
batties followed. "’

At one point, when Democratic Sen.
Ernest F. Hollings of South Carolina
pressed the FCC to block Nextel's pian. it
seemed the company's progress would be
severely delayed. But Nextel had an ace up
its sleeve: it won the crucial backing of
powerful—if unlikely—allies: severai ma-
jor TV networks.

The broadcast companies had their
reasons for supporting Nextel. Antici-
pating the day when they could offer
high-definition television. the networks
wanted to owm certain ultra-high-fre-
quency channeis not yet distributed by the
FCC. But if the waivers were denied to
Nextel. the FCC. in its effort to spur
cellular competition. might offer these

channeis for wireless services — whic.
wouid be a blow to the networks’ plans.

The lobbying power of the networy
“undercut a lot of the vajue" of
senator's opposition to Nextel, the persc
familiar with the situation said. Event:
ally, in February 1991, Nextel recetved t+
waivers. ‘'There were 250 lawyers oppo:
ing us. including two ex-FOC chairmen
boasts Mr. McAuley. ''But we knew wh:
the rufes were."”

The field is now brimming with player
CenCall Communicadons Corp., Denve
plans to offer digital services in sever
states. ‘‘We're not looking to overu:
celiular carriers,” says Steve Schove
chief executive. ‘‘We're just looking for
share of the market.”

Despite their momentum. compant
face a number of obstacles. Mobile rac.
handsets are likely to be more expensi:
than cellular phones: such firms mu
raise billions to build expenstyve transm:
sion thwers to Unk the country; and the
will have to compete with entrench:
cellular firms who also plan to off.
various services on a singie handset.

“Marketing is going to be the bigge
challenge,” says Susan Passon, analy
at Cowen & Co. As with celiwlar firms,
will cost dispatch carriers a steep $600
$700 in marketing expenses to successfui
woo each subscriber, she says.

The dispateh industry is also far fro
providing 8 ‘‘seamfess’’ network coast-t
coast. although leading firms are putur
together a consortium which wiil allc
them to handle each other's calls a
permit national roaming.

Still, “for the first time. dispatch
crossing over from blue collar subscribe
like taxi cabs to white coilar users fike re
estate agents.'’ says Mark Hull, vice pr-
ident of American Mobile Systems in
Woodiand Hills, Calif. The Celiular Te
communications Industry Associatic
once opposed. recently said it will acce
Nextel and others as members.

Bigger piayers are also hungry for
sijce of the pie. Motorola. the large
operator of mobile radio, is awaiting Ft
permission to go digitai in some marke
And the Baby Bells and GTE. curren
barred {rom providing dispatch servic:
are aggressively lobbying the commiss:
to revamp its rules. ‘“Most people in t
industry wowld agree it's probably
inevitability’* that locai phone compan:
will eventuaily enter the dispatch marke
says Debra B. Wayne. senior editor of t
Land Mobile Radio News newsietter.
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Bells and Whlstles Tumn

Beepers Into Data Receivers

By Joun J. Kniexx

StafY Reporter of Tug Wals STRERT JOURNAL

[n the beginning there was the beeper.
that annoying litue gaaget whose lnces-
sant clurping told o call somedody
back. But now the is becoming &
dala communicator, s liny low-tech com-
puter snd an electronic message pagd.

Paging carriers and two-decade-oid
beeper technology
overaken by the
phone. And one day, “persoaal communi-
cation services ' will deliver digltal data.
voice, {ax and even video (o lightweight
focletnhnnes. So paging carrisrs are turs-
ng the simpie beeper into dats comemun-
calors for roving consumers, wihtie siso
expanding their radip-wave networks (o
beamn news. stock quotes and other infor-
mation 1o portabie 30d paim-
sited “'personai digital assistants.'’

“Paging is a real sieeper,” says Paul
Callahan of Forrester Research, Cam-
bridge, Mass., which follows the computer
and communicalions industries. “‘Pagers
are smail, Lhey're cheap, and have great
battery tile—unlike cettular phones.'

Two of the bdiggest paging carriers
Uying to survive the wirsiaas wars ire
Motlie Telocommenicatios

Tochasiagies
Corp.. or Mtel, of Jackson, Mliss.., and
BefiSouth Corp.. Atants, which alss
operates sizable celiular and wireiess data
& businesses.
Flmancial Data

Miel, which serves 300.000 subscribers
oa its nationwide SkyTel paging network,
began shipping a siew of news and fingn-
clal data to 1ts customers in the past yesr.
Now it will 300n let senders use its network
to reach portable computers with mes-
sages several sentences iong.

are in danger of being
uhquﬂun cetlular

The sew broed of papers can cany haxt
MOSSagee ou Mheir FTTOTRS.

A$ rival BeliSouth, the MobileComm
paging sesvice {2 about 10 add timited text
messages, beamed one way Lo laptop or
notebook computers or to specially
equipped beepers. Customers will be abie
to set & pecking order for the people from
whom they want to receive messages. (Mo-
bileComm calls ihis “prioritizing.’') Setter
yet. thqcugmmhanthtmtr
pay tor the privilege of sending 4 message:
Either way, it's $2.95 per 100 characters for
\romediate :z.,Mupbﬁmlw

overnight.
Even those advances, though, doo't
come ciose to the new-fangied (eatures of
pocketphones and future CS networks.

Light and Mobile

In about 20 years the beeper businesy
has grown to 15 million customers and 82
billion in fevenve, and more than 7% of
the businesy is strictly smail-lime, locsl
service. In halt that lime, celiular phones
have spread o 12 miilion customers snd

Please Turn to Page 86, Column 4

“Bells and Whistles

Are Turning Beepers
Into Data Receivers

Contunucd From Page 81
revenue of §11 billion. and they ase grow-
INg &1 more than 307 a year.

Mtel hopes to stay competitive oy cash-
g 10 on ever-tighter, mobile computers.
Users will be abie to receive short mes-
sages over the Skytel paging networx by
plugging & so-catled PCMCIA card—¢ siro-
ple. credit-card sized pager/modem - 10l0
their portable computers.

To make things even moce atiractive.
SkyTel's president. David Garrison. says
the company will restructure its paging
rates to let people who travei toonly 8 {ew
cities pay a iower price (539 a month? than
SkyTel's natlonwide service charge (563).
which rematas. *' At of this wiil mean & lot
to the 40 million peopie who don’t work at
their desks, " he says.

In the not-too-distant future, paging
services In the U.S. will also be two way.
Mtel's Mtel Technologies subsidlary is
bullding 8 $150 million neiwork, scheduled
to start operating in 1995, that wiil let sub-
scribers beep § sender dack lo acknowi-
edalmmueorvaimasr:m
memo.

Stephen E. Pagian. presidest of Miel
rival Mobilecomm, say3 snazzy paging fea-
tures are critical (0 stiract the industry's
sales larget: sayone who waiks, dcives.
rotierblades or fties. ~“We figure that many
of the 18 million subscribers who currently
get paging services will want a service thal
lets them control the message flow.” he
says.

Even with the new powers, beepers are
convenieat and simple (o operste. Toreach
& pager you dial & singie phone number
and let a computerized voice tell you how to
punch in the rest of the codes. The paging
message itseil worms its way Lhrough the
local phone network 10 & service’s com-
puter center, which then reiays, the signal
via satellite to locxl radio transmitters that
brosdeast the signst until the pager picks

the m
* In n:;.:::u of the worid, the dumb
lithe box that slips over a belt is Lhe only
reliable means of communications. In
phone-starved China, peopie using pagers
work out humber codes with fzmily mem-
bers who can’l get to a phone. If. say, the

pager beeps and 22" suddenty appears vo
the ume screen, I may mesn dinner's
on — or to ayoid Tlanamupen Square. [o
Brazil, asxious, nflation-crazed sub-
scribers use thelr pagers {0 get updates on
thelr bank accounls. Thirty days after
service began, they used the aetwork o
much that the system ran out of capacity

and had o be expanded.
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Airwave-Auction Bill To Raise

Bya WawL STREET JouRnaL Staff Reporter

WASHINGTON — The Senate Com-
merce Commuttee approved a bill designed
toraise §7.2 billion over the next five years
by auctioning part of the public airwaves.

The measure., similar to one that
passed the House Energy and Commerce
Committee this month, also transfers 200
megahertz of the radio spectrum f{rom
government use to the private sector.

Yesterday's approval by voice vote
marks a turnaround for Democratic lead-
ers who have opposed competitive bidding
for the airwaves. a notion that surfaced
during the Reagan administration.

The Senate version originally set aside
30 megahertz of the radio spectrum for
auctions. That wouldn't raise much
money, however, so the number was in-
creased to 180 megahertz. That aiso was
expected to fall below the budget target. By
the time the measure cleared the Com-
merce panei, the limits were scrapped.

The concern has been that auctions
would benefit large corporations with deep
pockets and exclude minorities and smail

$7.2 Billion Voted by Senate Unit

companies with innovative technologies.
Under the Senate legisiation, regulators
would be required to ensure that the
bidding process doesn’t leave out smail
companies with innovative technologies.

Much of the $7.2 billion is expected to
come {rom auctioning part of the spectrum
for the next generation of wireless phones
and hand-heid computers known as per-
sonal communications services. The Fed-
eral Communications Commission is ex-
pected to decide iater this year or early
next year how much of the radio spectrum
these new services would be allocated.

Both versions exempt broadcast li-
censes from competitive bidding, a point
vigorously advocated by broadcasters that
feared they might have to pay huge sums
when their licenses came up for renewai.

Separately, the Senate Commerce Com-
mittee approved the nomination of Larry
Irving, a former staff member of the House
telecommunications panel. to be the Com-
merce Department's assistant secretary
for communications and information. The
full Senate is expected to approve the
nomination soon.
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that's what your beeper demands. ShoutJ we
resist?

Many peopic uon't think so, however. Beepers.

Your immediate attention —

now avaiabie in modish colors like Bimin: 8lue
and Vibra Pink, have caught on. Millions of Ameri-
cans wiilingly, even eagerly, wear these electronic
tethers, which range int price {rom $90 to $300. not
including a- monthly service charge of $10 to §50.
Some 15.2 miilion beepers are in use in the United

States, with Motorola being the biggest
player. And if the $28 billion industry
achieves its goal of 50 milion units in
circulation within five years, beepers —
which are also called pagers, and which

PII;II Network inc.

Paging Network Inc. expects.to post
today a 45% jump in operating cash flow for
the fourth quarter to about $29 miilion from
$20 miilion a year earljer. '

In an interview, the paging company's
president, Terry L. Scott, said Paging
Network expects to report that revenue
increased 34% In the period to $85 miilion
{rom $63.3 million a year ago.

The company, like most other paging
concerns, views operating cash flow—
earnings before interest, income taxes,
depreciation and amortization — as its key
performance measure because of heavy
up-front marketing expenses.

“Mr. Scott said the company, which is
based. in Plano, Texas. expects to report a’
net loss for the-quarter of $4.7 mitlion, or

nine cents a share, compared with a loss of
$4.2 'mitlion, or 12 cents a share, a year
eariier.

He said the company closed the year

sometimes chime or vibrate — wii} be
nearly as common as VCR's.

The virtues of beepers are
evident. Doctors, plumpers,

expectant fathers, ~en- with 3,070,000 pagers in service, up sharply
agers — all may ive from 2,077,954 at the end of 1992.°
greater satisfaction tf ~as-
ily reached.
Wireless Messaging Service

To Be Available This Month

Apple Computer Inc. said & new wire-
less messaging service for ils Newwn
MassagePad hand-held computer is ex-
peeted o be available Oct. 18,

The service from MoblleComm, a Beli-
Sewth Corp. unit, will aliow users to receive
pustcard-length messages through a pag-
Ing network expected 10 inciude 550 U.S.
cities, Apple said. Monthly fees are ex-
pected to range from $21 for local coverage
0 $83.95 for nationwide coverage.

By contrast, 2 nationwide paging serv-
Ice catled SkyTel, a Mobile Telecommuni-
cations Technologies Corp. unit. charges
$125 a month for 100 pages. each ol which
can be as long as 240 characters. A pageris
provided free with the service. The Apple
service requires a credit-card-size receiver
made by Motorola Inc. that fits into a slot
}n%mputermdbexpemﬂ to retail
or $229.

Apple to Offer a Paging Plan for Newtons

LiY

By JOHN MARKOFF

In an effort to pick up sluggish
sales of its Newton hand-held comput-
er, Apple Computer sasd yesterday
that it would begin oifering the sys-
tem with 8 paging service under a
two-year lease program with Mobile-
comm, & subsidiary of BellSouth that
oifers a nationwide paging system.

Appile aisd said sales of the Newton
were better than had been speculat-
ed. Gaston Bastiaens, vice president
and general manager of Appie's Per-
sonsi Interacuive Electronics divi-
sion."s34d the company had soid 80,000
machines through the end of 1933. He
said that the humber did not inciude
those soid Dy Sharp, one of Appie's

tn the Newton Project.

At the end of Octoder, Appie suid

that it had soid 50,000 Newtons (o
deaiers, but there have been scat-
tered reports of 8 high return rate for
the machine, which has come under
criticiam for imperfect handwriting
recognition. Mr. Bastiaens said the
new sales figure indicated that the
Newton did have some momentum
even though sales had slowed since
Lhe introduction in AuURUSL

The ieasing agreement with Mobi-
leComm oflers & local paging service
for $49.95 a month or a nationsl serv-
ice that inctudes 550 cities in the
United States and the Caribbean for
$6995. At the end of the 24-month
case & customer must buy the New-
ton Messagepad nnd the Newton pag-
ing cara for $80 or continue the lease
program with ¢ $10 monthly discount.

Apple execufives demonsirated the
paging sysiem, which iets the Newton

receive 500-Character text messsages
and then perform some sction such
as automaticaily cajling up an efec-
tronic {ile with a phone number or
schedullng an appoiniment.

Apple sald that more than 2,000
companies were deveioping soliware
and peripherais for the Newton, si-
though only 40 sofiware applications
are currently available.

Industry execuLIives 5210 (NaL Appie
was working on several new versions
of the Newton, including one that is
said 10 have up o 10 times the battery
life of the originai Messagepad mod-
el. The Lindy version, which 13 abuwt
the same size as the Newion, but wih
an enlarged Dase 10 accommodate 23
more batteries, ,is 2130 said 10 have
improved handwriting recognitiun
soltware.
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With new pager
messenger’s voice
will follow the beep

By L.A. LOREK

Business Writer

Beep. Pick up a gallon of miik on
your way home. Beep. Come back
to the office. now.

No longer will your pager just beep
atyou. It will soon 1alk to you.

On Friday, Motoroia announced
that it has teamed up with Paging
Network of Dallas (o deveiop a new
paim-sized personal answering
machine. The device. a pager-like
product cailed YoiceNow, captures,
stores and playbacks voice mes-
sages.

“We think it's the first product
that has the potential to really crack
the consumer market.” said Barry
Fromberg, chief financial officer
for Paging Network, the country's
largest paging company.

Here's how it works:

The person sending the message
dials a special phone number. the
same as using a pager now.

The caller hears a recorded greet-
ing from the recipient and leaves an
oral message This is sent by phone

1o a paging terminal, then to a satel-
lite. and finally to the recipient.

The device differs from voice
pagers available several years ago
because it used digital technology
while they used low-quality analog
ransmissions. Also. the old pagers
didn’t store messages. so a voice
could come blurting out at inoppor-
tune times. A

PageNet expects to start selling
them next year through its existing
1,500-person sales for about $20 a
month.

Pager customers now pay about
$7 10 39 a month for tocal service.

John Adams. a communications
and software analyst at Principal
Financial Securities in Dallas. said
the new product 1s likely to be popu-
lar,

[ carry a pager right now. ['ll bet
my wife would love it...if she knew
she could call me and get a voice
message to me virtually anywhere,”
he said.

Sun-'Senunel. Saturday, Apni 9, 1994
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Paging all consumers B

Popularity nearly doubles in four years

By Donns Rosato
USA TODAY

Chirp, chirp . ..

That's not 8 bird you hear —
i's the new sound of pagers.

Pagers that used to beepina
plumber’s pocket o 8 busiaess-
man's brieicase — even in
drug dealers’ digs — ere show
Ing up more ang more in the
hands of kids, leenagers and

parents.

Hait of all pagers now sid
are for personal use, says Telo-
cator, Lhe personas communi-
cations industry sssociation.

“They're one of our hoitest GROWING POPULARITY: The Memo Express Aipha model has
sellers during the holidays,” heiped Motorola capture 85% of the U S. pager market.

11 or more

market. -
Parents have beepers so 610
resch them Soutce E

Beep, beep: pagers stay busy |

Number of messages (hal pager users got daily.

g0 out Aduils give C«mmnm.:\: M

age children thesr besper num-

bers so they can be reachied eastly. Coastruction
and Iacloly workers use pagers because tay
don't have easy access iv 8 phone.

To send someone & memage on a pager, you

beed 8 phone. Typically, you dial a toll-free

and enter the pager

telephone key pad for the persoa you're trying to

contact. Then you punch in the number whers

you caa be reacted snd that aumber will fash
2CTOE (hs pager screen.

Pager makers are making e big push to at-
tract non-business users. Earlier this year, Mo
torols isunched an advertising campaign simed
o nuuﬂyl‘:'mm several pagers designed
specidcall consumers.
Motorola'

A beeper that would have cost $149 fust two
years ago i3 about $39 today, says Bob Fraser,

Oy Suty Parier, USA TODAY

electroaics buyer at ABC Warehouse, 8 congum-
er eisctronics chain in Michigan.

Because producuon technology IS more ell-
clent and demand i up, pager prices hxve
dropped.

Pagers are aiso cheaper than portable celly-
lar teiephones. Cellular phones cost about $150
but monathly fees and acCess charges make them:
much more expensive than pagers.

p-Availability. A lew years ago, pagers
waren't Soid by retailers. Consumers had (0 10

Kmart and Wal-Mart are selling
wwmmnmm’,
Buy snd Radio Shack also are sefling (hem.
“Peopis are more mobile and (pager) prices
have gotten more afiardeble.” says Jean Cop
peabarger. of MobileComm, the fargest supplier
of paging products and setvices (o retallers.
Demand for pagers bas beea *“phenomenal™
this year. Coppenbarger says. “Lots of people
them as Chirisimas presents.”
Pagersaren't onty & hot Caristimas ttem. Mobi-
WM':BMMBMW
holiday for pagers. “We always see 8 spike in
sales st Qiristmas dbut pagers bave become &
very sccepted gift,” Fraser says.
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dutject: Complimentary Service Agreement - SMR and Paging Licenses

Dezr Mr QR

[n cur continuing, effort to better serve our clients, Bell Connections, Inc. has initiated a
complimentary r:ferral service to assist in the placement of client SMR & paging
licerses. This service is reserved for Bell Connection's clients only. Bell Connections
pre;:ntly has a working relationship with several communications company in both
prirrary and seccndary markets. These companies have indicated a need for SMR and
Paging frequencies at jocations throughout the country. At our clients' request we will
enter licensing information into our data base and presenting it to the appropriate
companies, we provide clients with additional opportunities to be assisted with their
licenses. Bell Connections is an independent third party in this transaction and receives
no compensatior..

We would like to congratulate you on receiving your licenses. If you would like to move
forward with our services, please sign and rerurn this letter with copies of your licenses.

Do not hesitate to call if you have any questions. A representative of Bell Connections
will call you within 96 hours of receipt of your license.

Best Regards,

; /////17,4%2?

J. Justus
President, Bell Connections, Inc.

The undersigned has read the above Service Agreement and would like to participate in said
service on a compiimentary basis with no commitment on behalf of the licensee.
Bell Connections, Inc., cannot guarantee the outcome of above service.

Return this agreement with licenses attached

EXHIBIT 2
26
Attachment D



